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ABSTRACT 
Contact lens wearers find themselves spending increasing 
amounts of money on solutions to care for their lenses. In caring for 
contact lenses, most contact lens patients find it difficult to find the 
store with the lowest prices and ultimately end up going to their 
local grocery store and spending more money than needed. The 
purpose of this study is to show how one can benefit from price-
shopping for contact lens solutions. This is a comparative study done 
on the most widely used soft contact lens and rigid gas permeable 
lens solutions, and their prices in various stores in the Portland, OR 
metropolitan area. 
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INTRODUCTION 
Contact lens patients often seem to be under the 
assumption that once they have been fit with lenses, they are 
through with the majority of the money spending. It is often a 
real shock for them to find out the significant amount of 
contact lens solutions it takes to care for their lenses, and 
furthermore, the price of these solutions. Eyecare practitioner's 
should advise patients about the extensive costs that coincide 
with wearing contact lenses, and that cutting corner's on their 
contact lens care to save a few dollars is not a wise decision. 
One of the biggest problems with contact lens wearers is 
the non-compliance factor .. "If the patient feels the actual cost 
of care is too high, they will fail to adhere to the daily and 
weekly contact lens hygiene regimens suggested by the lens 
manufacturers and the eyecare practitioner."! In the long run, 
this causes an increase in possibilities for ocular inflammation 
and infection, which will cause an increase in doctor bills. "The 
decision to modify or ignore the prescribed treatment regimens 
may be the result of the patient's perception that the costs of 
care outweigh the expected benefits.··2 By following care 
instructions. the patient will extend the life of their lenses, and 
they will also be rewarded with continuous comfort during lens 
wear. 
Eyecare practitioner's could benefit their patients by 
providing them with an estimation of the cost of contact lens 
care. This study was done to estimate the total cost incurred in 
one year when caring for contact lenses using six of the 
currently available solution systems. When explaining cleaning 
systems to patients, they will be more attentive if they have an 
estimation of what it will cost to care for their lenses. 
Importance of each step should be stressed, and the patients 
should know that cutting corners will only cause adverse 
reactions in the future, and could, subsequently, cause an 
abrupt end to wearing contact lenses . 
METHODS 
The initial step in the study was to collect samples of 
each of the solutions to be used in the study. Each sample 
contained everything needed to completely and accurately 
follow the recommended instructions given with each lens care 
system. 
Each lens care system was assessed individually 
according to package instructions for calculating the amount of 
daily cleaner, saline and other solutions used for daily lens care 
and weekly enzymatic care. The processes used for each care 
system were repeated five times to obtain an accurate average 
amount used on a daily basis. All solutions were captured in a 
graduated cylinder and measured to obtain the precise amount 
used in each trial. 
All contact lenses were cleaned according the 
instructionsgiven with the individual packages. For example, 
the Opti-free system suggests cleaning contact lenses in the 
following manner : First of all, wash your hands; remove the 
lens and place it in the palm of your hand; place 2 drops of 
Opti-free daily cleaner on the lens and rub it gently for 15-20 
seconds in the palm using the forefinger of the opposite hand 
or between the thumb and forefinger; flip the lens over and 
repeat the process; rinse the lens with rinsing/disinfecting 
solution for at least 10 seconds with a steady stream; fill the 
lens case with rinsing/disinfecting solution, place the lens in 
the case and tightly close the chamber. The process should be 
repeated exactly for the other lens. The enzyming process is to 
be completed one time per week. The above instructions are 
followed exactly, then the vials (right and left) are filled with 
rinsing/disinfecting solution. One enzyme tablet is placed in 
each vial along with the designated lens. The lenses are soaked 
in the enzyme solution overnight. The following morning, the 
lenses are removed from the solution and rinsed with 
rinsing/ disinfecting solution with a steady stream for at least 
10 seconds. The lenses are now ready to be placed in the eye. 
The following guidelines were followed in obtaining the 
exact amount of solutions used for each lens care system: 
AOSEPT 
1. Daily Cleaner---> 2 drops on each side of lens 
2. Saline Rinse--> 10 second steady flow 
3. Aosept Solution--> fill vial up to fill line 
4. Aodisc--> replaced every 3 months 
S. Enzyme--> once/week, 1 tablet/treatment 
OPT I-FREE 
1. Daily Cleaner--> 2 drops on each side of lens 
2. Rinse--> 10 second steady flow 
3. Storage--> fill each side of lens case 
4 . Enzyme--> once/week, 1 tablet for each vial, 10ml 
solution/vial 
REND 
1. Daily Cleaner--> 2 drops on each side of lens 
2. Rinse--> 10 second steady flow 
3. *Enzyme--> once /week, 1 tablet/vial, 1 0 ml solution/vial 
* denotes--> one extra disinfecting/daily clean cycle per 
enzyming 
BOSTON, BOSTON ADVANCE, and WET -N-SOAK 
1. Daily Cleaner--> 2 drops on each side of lens 
2. Storage--> fill each side of lens case with conditioning 
solution 
3. *Enzyme--> once /week, 1 tablet/vial, 1 0 ml solution/vial 
* denotes--> use sterile saline solution in vials 
RESULTS 
MEASUREMENTS: (30 drops(gtt)./ ml; 1 oz.=29.6 ml) 
---> average amounts used after S trials 
AOSEPT 
1. Daily Cleaner--> 8 gtt./night=97 ml/year=3 .2oz./year 
2. Aosept Disinfection--> 4.7 3oz./ 14 days= 12 3.31 oz./year 
3. Saline--> 9.7oz./14 days=252.79 oz./year(morning 
rinse included) 
4. Aodisc--> 1 disc/ 3 months=4 discs/year 
S. Enzyme- - > 4 tablets/month= 48/year 
OPT I-FREE 
1. Daily Cleaner--> 8 gtt./night=97 ml/year=3 .2 oz./year 
2. *Disinfect. Solution--> 14.83 oz./14 days=386.57 oz./year 
3. Enzyme--> 8 tablets/month=96/year 
*denotes: includes solution used for morning rinse and 
enzyming. 
RENU 
1. *Daily Clean/Disinfect. Solution--> 14.72oz/ 14 
days=3 8 3.6 8oz/year 
2. Enzyme--> 8 tablets/month=96/year 
*denotes: includes solution used for morn1ng rinse and 
enzyming. 
BOSTON 
1. Daily Cleaner--> 4 gtt./night=48 .5 ml/year= 1.6 oz./year 
2. Conditioning--> 2.36 oz./ 14 days =61.52 oz./year 
3. Enzyme--> 8 tablets/month=96/year 
BOSTON ADVANCE 
1. Daily Cleaner--> 4 gtt./night=48 .5 ml/year= 1.6 oz./year 
2. Conditioning--> 2.3 6 oz./ 14 days=61.S 2 oz./year 
3. Enzyme--> 8 tablets/month=96/year 
WET-N-SOAK 
1. Daily Cleaner--> 4 gtt./night=48 .5 ml/year= 1.6 oz./year 
2. Conditioning--> 2.36 oz./14 days=61.52 oz./year 
3. Enzyme--> 8 tablets/month=96 year 
(Insert Chart) 
Solution prices in the Portland metro area on a per annum basis: 
SCL SOLUTIONS 
COSTCO ]:=====~ 
FRED MEYER ]:========:---• 
SAFEWAY]:::::::;;=::::::::::r-==-=-
TARGET ]I== 
K-MART =======::::m~ca 
BI-MART •=======;L~~:::=. ~---4· .  
$0.00 $1 00.00 $200.00 $300.00 $400.00 
RGP SOLUTIONS 
K-MART 
$0.00 $50.00 $1 00.00 $150.00 $200.0 0 
II OPTI-FREE 
0 B&L RENU 
AO SEPT 
191 WET-N-SOAK 
0 BOSTON ADVANCE 
BOSTON 
DISCUSSION/CONCLUSION 
Taking proper care of contact lenses can cost the contact 
lens wearer a considerable amount of money throughout the 
year. In some cases, the amount spent on solutions can even 
be greater than costs incurred in the purchase of the lenses 
themselves . 
In this study, it was found that it can be beneficial to 
"shop around" when looking for a suitable place to buy contact 
lens solutions. Patients often find themselves going to the store 
that is most easily accessible, which often results in the patient 
paying more money than necessary. This unfortunate situation 
often makes the noncompliance factor come in to play. Patients 
will go to the store and notice that brand x is much cheaper 
than their recommended brand of solution. Because this type 
of solution was not recommended by the optometrist, the 
patient has an adverse reaction, thus leading to emergency 
office visits. Compliance is the issue when it comes to contact 
lens wear and contact lens solutions. Ultimately, cutting 
corners when wearing contact lenses causes the consumer more 
out-of - pocket spending. Compliance should be stressed when 
dealing with contact lens wearers. 
In this study, estimates in the amount of money spent on 
a particular contact lens care system were obtained. These 
estimates are based on full-time daily wear soft or RGP contact 
lens wearing schedules. In other words, it is based on those 
patients that wear and remove their lenses every day. The 
cost of lens care will be significantly less to those patients who 
are part-time lens wearers. When dealing with prospective 
contact lens wearers, eyecare practitioners should make 
patients aware that costs associated with contact lens wear do 
not end with the purchase of the lenses themselves . On the 
other hand, a very high estimate of anticipated costs could 
cause the patient to reconsider the purchase of contact lenses . 
Costs associated with contact lens wear are most apparent 
when the patient is shopping for their recommended solutions. 
It can be beneficial to price shop for contact lens solutions. 
According to our study, Costco is the overall cheapest store to 
buy contact lens solutions in the Portland, OR metropolitan 
area. Opti-free is the most expensive soft contact lens solution, 
and Boston Advance is the most expensive RGP solution. 
PRICING THE SOLUTIONS (Cost/oz./unit) 
-
Daily Cleaner Disinf/Cond. Solution Enzyme Talb~ets Daily C~eaner DisinUCond. §olu~ion Enzyme Tablets 
81-MART K-MART 
Ao-sept $2.99 $0.46 $0.59 Ao-sept $6 .32 $0.45 $0 .. 87 
Renu $0 .47 $0.47 $0.28 Renu $0 .50 $0.50 $0 .31 
Opt i-free $12.23 $0.57 $0 .67 Opti-free $11.68 $0 .56 $0.66 
Boston $5.21 $1.30 $0.41 Boston $5.99 $1 .50 $0.40 
Boston Advance $5.97 $1.49 $0.41 Boston AdvanCE $7.77 $1.94 $0.40 
Wet-n-soak $6 .39 $0.86 $0.41 Wet-n-soak $6 .57 $1 .64 $0.40 
TARGET SAFEWAY 
Ao-sept $10 .38 $0.54 $0.78 Ao-sept $6 .62 $0.57 $0.71 
Renu $0.51 $0 .51 $0 .30 Renu $0 .58 $0 .58 $0.32 
Opti-free $10.98 $0.55 $0 .65 Opti-free $12.48 $0.62 $0 .65 
Boston $4.99 $1.25 $0.41 Boston $7 . 19 $1.80 $0 .42 
Boston Advance $5 .59 $1.40 $0 .41 Boston AdvancE $7.99 $2.00 $0.42 
Wet-n-soak $6 .39 $1.55 $0.41 Wet-n-soak $6 .89 $1 .72 $0 .42 
FRED MEYER COSlOO 
Ao-sept $6.39 $0.50 $0.66 Ao-sept $4.69 $0.45 $0.50 
Renu $0 .52 $0 .52 $0.30 Renu $0.47 $0 .47 $0.26 
Opti-free $11.93 $0.55 $0.63 Op_ti-free $9 .72 $0.45 $0 .1 6 
Boston $6.25 $1.56 $0.45 Boston N/A NJA N/A 
Boston Advance $6.55 $1.56 $0.45 Boston AdvancE $5 .95 $1.49 $0.33 
Wet-n-soak $6.25 $1.25 ~45 Wet-n-soak -- $6.~9- $1 .Q_5 
- --
$0._33 
-
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